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behorende bij het proefschrift 
Getting Down to Brass Tacks: 
Is Your Organization Really Aligned? 
van 
Kristoph K. R. Ullrich 
 
1. Sales and operations planning (S&OP) is an ongoing process of monthly planning, 
reviewing, and evaluation to generate one set of integrated plans by ensuring the 
involvement of all key stakeholders. Even though the process was developed more 
than three centuries ago, many firms still underperform due to ineffective S&OP 
processes (Chapter 2). 
2. Inventory, demand, gross margin, and sales effort are interdependent and should be 
considered as such in practice and academia (Chapter 3). 
3. Supply chain considerations should be taken into account in salesforce contracting. 
If the firm employs more than one salesperson, it can be optimal to forgo 
operational efficiency gains from inventory pooling and instead push inventory to 
each salesperson prior to the selling period to prevent salespersons' "free-riding" 
(Chapter 4). 
4. If supply chain considerations are taken into account in the design of salesforce 
contracts, the optimal stocking quantity under inventory pooling can be higher than 
the (total) stocking quantity in a decentralized system (Chapter 4). 
5. Supply chain and operations management performance is indicative of future stock 
market performance (Chapter 5). 
6. Investors/stock analysts do not consider all of the information that inventory 
contains in the pricing of stocks (Chapter 5).  
7. If the only tool you have is a hammer, you tend to see every problem as a nail 
(Abraham Maslow). 
8. The journey of a thousand miles begins with one step (Lao Tzu). 
9. It's not whether you get knocked down, it’s whether you get up (Vince Lombardi). 
10. When you fall, I will be there to catch you - With love, the floor (Unknown). 
